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E145 Overview:

This course introduces the fundamentals of technology entrepreneurship, which is a recent global phenomenon.  It has empowered individuals to seek opportunity in technological and business solutions when presented with what others see as insurmountable problems. 

Technology entrepreneurship, in itself, is a spirited approach to business leadership that involves identifying high-potential, technology-intensive commercial opportunities, gathering resources such as talent and capital, and managing rapid growth and significant risks using principled decision-making skills. A technology entrepreneurial perspective is also a wonderful way of thinking in order to tackle new opportunities in government, social ventures, and life.

This course is designed to be approachable for undergraduates (and co-terminal students) from all majors, particularly science, engineering, and humanities students who seek to understand the entrepreneurial process. Through a collection of case studies, lectures, workshops, and projects that cover high-growth ventures in information technology, electronics, life sciences, green technology, and other industries, this course provides the student with the tools necessary to successfully identify a true business opportunity, and to start, grow and maintain a technology enterprise.
The Role of E145 Mentors:
The E145 teaching team has pioneered a new model for students to engage with Silicon Valley’s community of entrepreneurs, tech company managers, and venture capital investors.  Each student team is paired with a mentor from the community who will share experience and insight while assisting them in the completion of their Opportunity Analysis Project (OAP).  
Mentors are asked to meet with their student teams three times throughout the quarter:

Week of January 22:  
Develop initial ideas on solution and markets; point teams towards resources that might help them with their initial investigation.

Week of February 12:
Get an interim update on the project and confirm that the team has selected a combination of market and solution to investigate further.  Answer any questions they might have about the process of determining whether or not a real market opportunity exists.

Week of February 26:
Review a draft of their final class presentation and provide feedback. 

It is important to note that the OAP is not a full-fledged business plan.  Rather, it is an extended executive summary focused only on recognizing and defining a market opportunity and the necessary requirements for seizing that opportunity.  Therefore, it does not include tactical marketing plans, in-depth financial modeling, or go-to-market models.  Mentors should emphasize with student teams the fundamental process of understanding a market, mapping a solution to it, and determining whether or not there exists an opportunity to build a company.  Student teams should not get caught up in any execution details or planning.

Opportunity Analysis Project (OAP):

This assignment is designed to help students practice and hone their skills in entrepreneurship.  The students are expected to work in teams to investigate an entrepreneurial opportunity, keeping in mind the key distinctions between an "idea" and an "opportunity."  Their analysis should thoroughly illustrate and document a pressing market need that could be solved with a high technology product or service.   In particular:

· It's imperative to clearly explain the team's opinion whether and why this is a business opportunity worthy of pursuit at this time (or not).

· Enthusiasm and passion are encouraged, but an over-the-top "sales" pitch is not useful for this learning exercise. It is perfectly OK to ask the tough questions and explain the strengths and limitations to what the team's analysis has uncovered so far.

The opportunity analysis is an extended executive summary, NOT a complete business plan.  It should focus only on recognizing and defining a market opportunity and the necessary requirements for seizing that opportunity. Your analysis should serve as the basis for a decision by potential partners and investors as to whether to develop a more complete plan to pursue the opportunity.    A well-executed OAP will include the following components:
Opportunity Recognition (Market): 
· Trends. What industry are you addressing? Why is this market attractive? What segment of the overall market are you pursuing? What market research data can be gathered to describe this market need? What are the total industry or category sales over the past three years? What is the anticipated growth for this industry? If this is a new market, what is the best analogous market data that illustrates the opportunity? Project the potential market size and growth for your opportunity. 
· Customers.  This is extremely important. You need to have a clear idea of who your target customer is.   What does the customer need? Why does the customer need it? What is the customer using today?  What is the customer willing to pay for your solution? Why? How will you reach this customer? You should include both primary research and secondary research, emphasizing primary over secondary. 
· Competition. Who else serves this customer need? Who might attempt to serve this market in the future? What advantages and weaknesses do these competitors and would-be competitors have? What share of the market do specific competitors serve? Are the major competitors' sales growing, declining, or steady? What are the barriers to entry for you? What are the barriers to entry for additional competitors?
Seizing the Opportunity (Implementation): 
· Partners and Allies.  Small companies cannot do everything. Which companies or organizations will help you achieve your goals? What value will your partners contribute? What value will you bring to your partners? How will you align your interests with those of your partners? 
· Business Model.  How do you intend to make money and grow the business? Is this an original business model or is it similar to another business? What products or services would you develop to seize this opportunity? How much will people pay for your solution? How will you grow revenues and profits over time? What are your principal expenses?  How can they be managed? What size of investments are required to pursue the opportunity to profitability and how would you stage them?
· Risk.  Of financial, technical, people, and market risks; which one is of most concern?  Which would you choose to address first and why? How would you manage or minimize each of the risks going forward? 
